This paper examines the role of entry to and concentration of the export sector in Polish exports performance during 1992-97. Comparison with changes during the first years of transition as well as cross-sectional analysis is included. The paper shows the emergence of new tendencies in the Polish external sector as far as the role of different exporter classes in Polish export development and concentration is concerned. Furthermore, it is argued that the changes in the role of different exporter classes in Polish exports performance is correlated with their adjustment to the changes in comparative advantages of the Polish economy.
Introduction
It has long been claimed that entry and concentration play an important role in the evolution and adaptation of an industry. Literature on Polish foreign trade focuses on changes in the commodity structure of exports as a major development factor of the exports sector. There are very few analyses on institutional change within the foreign trade sector during transition and its relationship with exports development.
After the planned economy system, Poland inherited a highly concentrated structure consisting of an external sector and very few experienced export agents. As a result of the implementation of the Polish transformation strategy there was a great wave of entry into exporting, but an exit of previous foreign trade monopolists at the same time. Changes in domestic and external conditions influenced the changes in the institutional structure of Polish foreign trade and the role of large exporters in exports development.
In this paper we provide an empirical insight into the relationship between entry, concentration and exports performance in Poland during 1992-97, i.e., after the completion of deep geographical and commodity changes in Polish trade. We investigate how the organizational structure of the Polish foreign trade sector changed after 1992 and the direction that these changes took. Did the Polish export sector finish its radical organizational transformation or is it still in progress? What are the characteristics of these changes in the sample period?
Two broad themes emerge in this study. First, there are the characteristics of the entry pattern into exporting and the role of entry in Polish exports performance in 1992-97. Second, there are the changes in the concentration of Polish exports and its impact on export performance.
During the first three years of transition, deconcentration in exporting which accompanied the great wave of entry was a part of the organizational restructuring of the foreign trade sector.
We therefore try to evaluate whether a new trend emerged in this respect and, if so, what was its influence on exports performance. Our exploration of these two subjects will proceed through a number of stages.
After describing the database that was used for the paper (Section 2), we present the historical background of the organizational changes and evaluate changes which took place up until 1992 (Section 3). Changes in the pattern of entry to exporting as well as characteristics of a new pattern which emerged during the sample period are presented in Sections 4 and 5. In Section 6, we show changes in exports concentration during the sample period. In the next three sections we analyse the relationship between concentration and exports performance. First, the correlation between level and changes in concentration and exports performance is explored. Then (Sections 7 and 8) behaviour and role of the large exporters in exports performance of three groups of sections classified by average dynamics of exports growth is analysed as well. The importance of each of these sections in the exports performance of the largest exporters is included in the analysis. We conclude in the last section of the paper.
The fundamental approach to this study is empirical. The extensive use of statistics serves to evaluate new tendencies in the Polish economy. Sections are usually descriptive and statistical, while the relevant economic theory is not given much emphasis.
Data description and measure of entry
In Poland there are two sources of information on the number of exporting firms and the value of their exports: F-01 reports on incomes, costs and financial results and SAD (Single Administrative Documents) statistics collected by customs offices. The exports statistics from both sources each cover a slightly different scope and type of information. The SAD statistics exclusively cover merchandise exports and all registered agents of foreign trade. F-01 reports do not cover enterprises employing less than 51 persons in manufacturing and mining. These reports cover about 20% of the number of exporters and over 80% of the value of Polish exports. They do not cover the small exporters that dominated the organizational part of Polish exports and played a very important role in the institutional change of the foreign trade sector during the first years of transition.
In F-01 reports, exporters are classified by number of employees, while in the SAD statistics they are classified by the value of their exports. From the SAD statistics we can get detailed information on the entry of firms to the export market by plants and de novo exporters, which allows analysis of the pattern of entry and ways of restructuring the foreign trade sector.
Information from F-01 reports allows us to calculate the exports intensity of different groups of enterprises, which is not possible from the SAD statistics. Last, but not least, the SAD statistics are based on the CN classification, while F-01 reports are based on the NACE classification.
In this paper, data on entry into the Polish exports sector was obtained from the SAD statistics. Exporters are classified by the value of their exports, but not by their level of employment or sales. Even though exports value per exporting firm when used as a criterion for classification is dubious, we decided to use it because only the SAD statistics cover the whole group of exporters, data on entry of plants and de novo exporters. This classification did not change during the sample period. It allows for more detailed analysis of the organizational changes within the foreign trade sector. Besides, leading producers in most branches are also amongst the leading exporters. Utton and Morgan (1983, p.7) indicate that in the 70s, in the UK, concentration of exports among the largest producers was generally higher than the concentration of sales (p.8). On average, concentration of exports amongst these firms was 66.4% compared with 62.2% for sales. In Poland, leading producers were also among the leading exporters. In Poland, the product concentration of exports is considerably higher than the concentration of sales. In 1996, at a highly aggregate level, 0.9% of firms submitting F-01 reports and employing over 2,000 people were responsible for a disproportionate 39.2% share of Polish exports and 27.8% of domestic sales (own estimations), while 7.4% of firms employing over 500 persons were responsible for a 67.8%
share of Polish exports and 58.7% of domestic sales.
If we compare data on the structure of Polish exports value from F-01 reports (Table 1) with that of the SAD statistics (Table 2) , we can see that there were no significant differences when considering the share of the large exporters and the large enterprises in Polish exports.
During 1994-96, the share of the large enterprises (employing over 500 persons) and the large exporters (exporting goods of over 6 million dollars' value) in Polish exports was declining. In 1996, about two-thirds of Polish exports originated from the large enterprises and the large exporters. But since F-01 reports only cover about 80% of the total number of exporters, there were large differences in the structure of exporters between these two sources of data (compare Table 5 with Z. Wolodkiewicz-Donimirski, 1996, p.136) .
The degree of entry that is measured from the SAD statistics is the net change in the number of exporting firms. While this measure of entry is limited, because it does not distinguish between gross entry and exit, this is the only obtainable source of data on entry into the Polish foreign trade sector up until now.
The data in the study covers 21 two-digit export firms (by CN classification) for the mediumterm period, 1992-97. Because of data availability, we excluded two sections: arms and ammunition and works of art, collectors pieces and antiques. There are two arguments for analysing this period. First, the period of deep and very radical restructuring of the commodity and the geographical structure of Polish exports was completed in 1992. This was accompanied by radical changes in the institutional characteristics of the Polish external sector. But we still do not know what changes in the institutional structure of Polish exports occurred after 1992. Second, in 1992 the Polish Custom Office started to collect statistics on Polish foreign trade. So we are now able to obtain full and comparable data.
An important feature of this study is the distinction made between different categories of export entrants. By entry we mean the number of new firms which start exporting. We employ two types of exporters classifications: by novelty (de novo exporters and plants of the incumbent exporters) and by scale of exporting (but not by size of exporting firm). We are interested in the size of exporters measured by size of exports, but not in the size of firm measured by sales or by employment. We agree that the measure of export penetration is particularly useful in measuring the strength of economic actors. But our focus is transition economies, where radical institutional changes and restructuring of industry are still in progress. Entry is a key variable in the dynamic restructuring of industry. It is not only a learning process -so important for economic actors of transitional economies, but also a selection process (Geroski, 1991 p.283) . Entry (and exit) play especially important roles in the institutional change of transitional economies. So we would like to know the level of institutional change taking place in the Polish foreign trade sector and the effects of the different types of entrants on export performance. We agree with Geroski and Schwalbach (1991, p.XIX) that 'entry is only the tip of a much larger iceberg, one that may prove to be rather more interesting and important than entry itself'. First, in this paper, the distinction is made between de novo exporters and exporting plants of incumbent exporters. De novo exporters are the firms that began exporting for the first time in a given section. The considered plants did not export in the past. They are, therefore, new exporting entities, exporting a new range of products in the company (incumbent exporter).
This can be a newly built plant or an existing plant which alters the product mix and starts exporting. Second, we also distinguish between different exporters by the size of exports. We introduce three classes of exporters:
• large (exporting goods of value over 6 million USD);
• medium-sized (exporting goods of value from 2.5 to 6 million USD); and
• small (exporting goods of value below 2.5 million USD).
The micro-exporters, i.e., those exporting goods of value up to 0.5 million USD are often treated as a special class. We use two types of measures: absolute and relative. We use them in two ways: for every consecutive year in the sample period and also as cumulative change for the whole period. A net entry flow for every consecutive year is defined by the absolute change in the number of exporters for every consecutive year in the sample period. It is the number of new exporters that have entered the export market per year.
N(t) -N(t-1) = ∆N(t)
It is number of new exporters which entered the foreign trade sector per year.
A net cumulative flow measures the number of new exporters that entered the export market during the sample period.
A net entry rate is defined by the rate of change in the number of exporters for every consecutive year in the sample period (net number of exporters as a percentage of the total population). It shows the dynamics of the entry process in time.
Net entry rate = ∆N/N A cumulative entry rate (net) shows the rate of change in the cumulative number of exporters, i.e., the cumulative number of new entrants (exporters) as a rate of exporters at the beginning of the period. 
Historical background and the first years of transition
Until 1982, the foreign trade sector in Poland was monopolized and highly concentrated.
Export and import licences in foreign trade were granted to specialized entities. For example, in the sphere of intermediation, licences were granted to specialized Foreign Trade Organizations (FTOs). Entry and exit were highly restricted. The FTOs monopolized contacts with foreign purchasers of goods produced in Poland and information on foreign markets. Domestic producers of exported goods did not have direct contacts and trade relations with foreign counterparts. Being isolated from the world market they were passive and formal, rather than actual participants in export sector development. They were cut off from a valuable source of information about foreign markets' development.
The institutional structure of the foreign trade sector during the centrally-planned economy system was characterized by:
• specific division on labour between firms engaged in exporting. It was based on nonmarket rules. The foreign sector covered two parts: production (companies producing for an unknown foreign market) and export infrastructure (mainly trade companies and banks);
• concentration and monopolization of export activity. The number of exporters was small; and
• stabilization of the institutional structure of the foreign trade sector (almost lack of entry and exit, also of small firms).
Reforms in this system from 1982 allowed some enterprises to export. In 1989, the system of centrally-planned foreign trade was fully dismantled. Since that time, all economic actors have been able to operate in foreign trade with equal rights. The character of the relationship between the producers of exports and the FTOs has changed. Producers can export directly or choose to use an intermediary.
Liberalization sparked off new entries into exporting and the 'crowding out' of the previous monopolists from this sector. New entries into the export sector included many types of organizations, some of which did not exist during the socialist time. Not only has the number of actors changed, but also the type of actors operating in the export sector has changed.
New entries into the export sector included many types of entities:
• new entities manufacturing for export and simultaneously acting as export intermediaries;
• entities which previously only sold their output on the protected domestic market and later began exporting;
• manufacturers that previously manufactured goods for export handled by the FTOs and later took over of the role of export intermediaries; and • newly emerging entities acting as commercial intermediaries (new foreign trade organizations) and market institutions, such as the chamber of commerce, exporters' associations, new banks, etc.
As a result of these processes, the organizational part of the foreign trade sector was restructured. In 1997, as result of privatization and the entry of new firms, the share of private companies in Polish exports exceeded 60%. Second, there was a radical increase in the number of firms engaged in foreign trade transactions. During 1988-92, the number of exporters increased in Poland from 1,731 (815 were private) to over 30,084. The increase in the number of companies which started to internalize their activity was enormous and unexpected. Third, demonopolization of the export sector and such a big wave of entry to the foreign trade sector which led to its fragmentation and to a change in the share of various classes of enterprises (classes of exporters) in Polish foreign trade. These factors have resulted in the domination of newcomers, i.e., companies which lack export experience.
In 1992, 92.6% of exporters 1 (registered trade) were micro-exporters (Table 5) ; 5.6% were small exporters; 1.1% were medium-sized exporters; and 0.7% were large exporters. A huge entry wave influenced changes in the structure of Polish exports value. In 1992, the share of micro-exporters in Polish exports value was 9.9%, while the share of small (excluding the micro) exporters was 13.4%. The fact that, in only three years, the share of the small (together with micro) exporters in Polish exports increased to over 23% indicates, that entrants were an important part of the changes in geographical and commodity structure of Polish exports in the first years of transition when the most radical structural changes took place. In 1992, the share of large exporters in Polish exports value was over 67.5%, while the share of medium-sized exporters was 9.2%. In the first three years of market-oriented reforms, the level of export concentration decreased considerably.
A major source of these changes was the transformation strategy, especially the radical liberalization and demonopolization aspects. At least up until 1992, there was no direct institutional support for exporters from the Polish government.
There were large differences in concentration level between different exports sections (CN classification). In only one of these sections (mineral products) did the share of large exporters exceed 90%. In five other sections, the share of large exporters did not reach 36%.
In 1992, exports of only five of the sections were concentrated (the share of large exporters in exports value exceeded 80%) while of five other sections exports were fragmented. Among these fragmented sections, two (wood and articles of wood, as well as raw hides and skins) cover massive goods, while two other (measuring and checking and textile and textile articles) are differentiated. However, the share of the five most concentrated sections in Polish exports value was 50% in 1992, while the share of the most fragmented sections was merely 14%. In other words, until 1992, the large exporters strongly influenced the Polish export 1 We exclude plants. The share of micro-exporters in the total number of exporters (plants and de novo) was 86% (Table 3) .
performance, because they operated in sections which constituted an important part of the Polish export market.
Even though there was a great wave of entry of the micro-exporters into Polish exports, their activity did not have a decisive impact on structural changes taking place in Polish exports.
The share of four sections in which the share of micro-exporters in exports value was relatively high (over 20% of exports value of these sections) in Polish exports value was slightly over 11%. In ten sections, the micro-exporters delivered from 10 to 20% of Polish exports value, while in the remaining five sections they delivered less than 10%.
Together micro-and small exporters influenced the export performance of four sections. In 1992, their share in the exports value of these sections exceeded 42%. In five other sections, This data looks impressive. The cumulative magnitude of entry over a medium-term period was large in absolute terms and relative to the change in number of continuing exporters, the entry rate was quite large.
But this substantial scale of entry to the export market was the result of a large number of entries within one year. 1994 was a peak year (see Figure 2 ). About 43% of the cumulative entry flow for five years was the result of the entry level in this year. From 1995 to 1997, the number of new entries by plants and de novo exporters has been continuously decreasing, from 8,826 in 1995 to 4,204 in 1997 (Table 18 ). During the three years, 1995-97, not only was the cumulative net entry of exporting de novo and plants smaller than the net entry flow in one year (1994), but the net entry flow was much smaller than in 1993, a year before the export peak as well. The average entry rate for 1995-97 was 2.5 times smaller than the average rate for the whole sample period. This points to the downward tendency in the dynamics of net entry to exporting. If we exclude 1994 from the analysis, we conclude that the scale of net entry to the export sector was moderate. The decreasing entry rate and entry flow per year indicates that the wave of entry to the Polish export sector is now over. Fewer and fewer companies that were producing goods for the domestic market (especially after 1994) began exporting and also fewer exporters are willing to open plants to produce goods for export. The downward trend in entry dynamics concerns both de novo and plants exporters. On the other hand, however, there was a continuous increase in the number of exporters: de novo and plants of incumbent exporters. So, even though there is a decreasing level of entry into the export sector, the number of entities which have started to internalize their activities has still been increasing.
Summing up, it seems that the great wave of entry to the Polish exports sector finished during 1994-95. Many competitive and expanding companies, which had not exported before 1995, used the peak year to begin exporting. From that time on, the number of new entrants to the export market has been steadily decreasing.
Decline in the entry rate to the export market was accompanied by a decline in export value growth. The relationship between the increase in entry rate and the growth of export value
indicates that entry to the export market impacts strongly on Polish exports development.
Entry into the export market still constitutes an important part of the organizational restructuring of the export sector. This implies that the period of institutional restructuring of the Polish export sector has not finished. Decline in the entry rate suggests that the most intense and deep organizational changes of the Polish external sector have been completed.
Entry by de novo and by plants
In this paper, besides making the distinction between de novo and plants exporters of incumbent exporters, we use the term newcomers in exporting. This term is important because it shows the large efforts that exporting agents have made to start and develop exports.
Newcomers are actors that did not directly export during the socialist time. They were passive exporters, but in a different sense than their western counterparts were and are.
Neither market economy rules, nor foreign market conditions were known to newcomers. In Poland, during the first stage of transition, most exporting entities were newcomers. The
Polish case was typical of most transitional economies with the exception of Hungary, which was more exports-oriented and pro-market reforms were more advanced at the turn of the 1990s.
Newcomers to exporting in transition economies cover two types of firms: those firms which entered the export sector and began exporting after 1989 and those, which during the planned-economy system had been exporting through the FTOs and later started to export directly. The last group of entities were newcomers, in the sense that they had no previous experience with operating on foreign markets. Before 1990, their activities had been limited to production. Not only did they not export directly to foreign markets, they knew little about the profitability of this export. They did not have direct contact and trade relations with foreign counterparts and were separated from world market prices. During the plannedeconomy system, settlements between these entities and the FTOs were made in the Polish currency on the basis of domestic prices, while the settlements between the FTOs and foreign customers were made in foreign currency on the basis of negotiated prices. The differences between receipts (from foreign customers) and payments (for domestic suppliers) were budgetary revenues (or subsidies) due to exports. This system of settlements meant that the changes in export prices did not reflect changes in the efficiency of production for exports.
Like newly emerging firms, such experienced producers were newcomers to the export sector. In 1989, most of them had little, if any, knowledge about operating on foreign markets. Because of this, exporting was a challenge for them. In the first years of transition many of these indirect exporters gradually gave up using the FTOs for exporting.
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In some senses, during the first years of transition, the majority of exporters were newcomers.
The enormous wave of entry during the first three years reveals the great entrepreneurship of the Polish people who, without any experience of operating within a market economy and poor, if any, knowledge about foreign markets have made great efforts to export. Sharply decreasing demand on the domestic market during the first years of transition forced domestic producers to export and in this sense was conducive to development of the export market.
In time some of those entities that had started exporting during the first years of transition gained experience and started opening new plants for export. Although they were still not experienced exporters, they gained some knowledge, developed new skills and learning opportunities presented by foreign markets. So in time some of the first entrants to the export market, using the experience acquired during the first years of transition, and plants, using the experience and potential of their incumbent exporters, lost some of their newcomer features.
On the other hand, through opening new plants for export or stimulating plants producing for domestic market to export, incumbent exporters differentiated their export structure.
During the first three years of transition in Poland, two types of process influenced institutional change in the foreign trade sector: the huge scale of entry and the major role of de novo exporters, especially the small exporters in these changes.
In the next five years, the role of de novo exporters in foreign trade development has changed (Table 4 , Figure 1 ). Plants began to play the major role in export development and this role has been strengthened over time.
First, as Table 18 shows, both the cumulative and per year entry rate and entry flow of plants for the sample period were over twice as high as for the de novo firms. During five years, the number of exporting plants increased by 29,372, while the number of de novo firms increased by 13,652. Plants' entry rate was higher than de novo exporters in each exporters class and for each but one year. In the sample period, over 70% of entities which started exporting were plants. Among selected exporters classes, de novo exporters have the largest impact on micro-exporters entry rate and flow. But, even in this group, newly exporting plants have a stronger impact on the total entry flow than de novo exporters (see Table 4 ).
Second, the impact of plants on entry into the export market has been increasing over time, especially after 1995 (see Table 4 ). Third, the entry rate of plants and de novo exporters was determined by the scale of entry of the micro-exporters. However, on the other hand, in 1992, the share of the micro-exporters in the total number of de novo exporters was higher than in the total number of plants. During the sample period this tendency has been strengthened. The decrease in the micro-exporters' share in the total number of plants was greater than in the total number of de novo exporters.
So, on the other hand, the larger the exporter class, the smaller the share of de novo entry in total entry rate. For example, the share of de novo exporters in the large exporters entry rate was below 10%, while in the micro-exporters class it was between 40 and 50%. Besides which, the average plant starting to export, did so on a bigger scale than the de novo exporters. This indicates that within the group of large exporters, the trend towards specialization in export has been strengthened. It seems that the role of de novo entries in institutional change of the Polish external sector is now over and concentration has started to play a new role in this process.
Fourth, entry rate curves of all classes of de novo and plants exporters were similar (Figures 3 and 4). For example, the entry rate curve of the micro de novo exporters was similar to that of the plants. In all classes but one (i.e., the middle-sized exporters), the peak year was the same. It seems that major factors influencing entry rate for de novo exporters and plants (which, in fact, can be more experienced or can use the export experience of their incumbent)
are not very different.
Domestic demand is a competitive source of demand to an external market, especially in countries which were closed for a long time and whose level of internalization of production is low. Since 1995 and especially in 1996, there was a great increase in domestic demand in
Poland which accompanied the appreciation of the Polish zloty. It decreased the propensity to export and acted as an anti-stimulus for entry into the export sector. During these two years, entry rate and entry flow decreased for both groups of exporters. But a smaller decrease in the case of plants compared to de novo exporters confirms that the incumbent exporters continued to specialize in exporting. It is possible that they include exporting in a long-term development strategy. The decreasing rate of entry of de novo exporters does not mean a corresponding decrease in entrepreneurship in the Polish economy. It shows changes in domestic conditions, which make exporting less attractive than selling on a dynamic domestic market. Especially since demand conditions on the EU markets have not been conducive to Polish exports development.
Fifth, during the sample period, the de novo exporters entry rate was decreased more and was flatter than the rate of plants. In all exporters classes, the gap in entry rate curves between de novo exporters and plants increased during expansion periods and decreased during contraction periods. During expansion, the differences between entry rates of plants and de novo exporters were especially high (see Figure 2 , Table 18 ). Incumbent exporters opening or developing export in their plants have a greater potential to explore conducive external conditions to stimulate exports. During 1994-95, an increase in foreign demand, which accompanied improvements in the economic situation of the OECD countries was the major force of Polish export growth. Incumbent exporters were more capable of exploiting this increasing foreign demand to expand their exports than de novo exporters were. They were much more flexible in their export activities than de novo exporters.
Another issue is the competition between incumbent and de novo exporters. Both hire labour from the same labour market, purchase capital and material in the same markets and draw upon the same knowledge base. We think that competition exists between intermediaries looking for cheap and good quality goods for exporting. Of course, there is competition among exporters classes for the attraction of more efficient factors of production as well as between them and producers for the domestic market. But it is very difficult to evaluate the impact of this competition on changes in the organizational structure of Polish exports.
Structural changes in the number of exporters and in exports value
Institutional changes in the Polish external sector have many dimensions. They cover not only changes in the share of different exporters classes in the total number of exporters and Polish exports value, but also changes which took place within different, especially middle-sized and large exporters classes.
In Poland, since the beginning of the 1990s, the scale of entry into exporting has been determined by entry of the small, especially the micro-exporters. In 1992, the share of the small exporters, including the micro-exporters, in the total number of exporters was 94.5%
(the share of the micro-exporters was 86%). In the next five years, the small exporters also played a major role in entry to exporting. But their share in the cumulative entry flow of all entrants has decreased to 84% (while the share of the micro-exporters has decreased to 66.9%). The influence of the micro-exporters' entry on the total number of exporters has been decreasing. The micro-exporters' entry rate was the lowest of all classes of exporters. It was over two times smaller than any other class of exporters and three times smaller than the middle-sized exporters (Table 6 ).
Low dynamics of the micro-exporters' entry into the export market indicates a decreasing interest of most of producers in exporting a small quantity of goods. It means that they do not try to confront part of their production with foreign market demand. The domestic market seems to be the major market of interest during the sample period. But some of these firms are possibly conscious of the lower competitiveness of their goods when compared to foreign products or about barriers to entry of foreign markets.
In 1992-97, the share of the micro-exporters in the total number of exporters decreased by 8.8%, while the share of small (without the micro) exporters increased by 4.7%, the middlesized exporters by 2.3 % and the large exporters by 1.5%.
During the sample period, plants began to play an increasing role in entry into the export market. They determined entry rate of the large and middle-sized exporters. Most of the large enterprises, which did not start exporting during the first years of transition, did not do so later. On the other hand, declining export intensiveness of the large (employing from 500 to 2,000 persons) and the very large enterprises (employing over 2,000) indicates that many of them have serious difficulties in increasing exports. It indicates that there were changes within the large producers class as far as their involvement in exporting is concerned. Some large producers have been losing their export potential, while new large exporters have been emerging. This process implies serious organizational changes within the large exporters class.
Changes in the structure of exporters were not the same as changes in exports value, especially in the large exporters class. During the sample period, the share of the small and the middle-sized exporters in both exports value and number of exporters increased, while the share of micro-exporters decreased.
A strong decline in the number of micro-exporters in the total number of exporters was accompanied by a decrease of their share in total exports value. This downward tendency started in 1992 (Tables 2 and 3 ). This downward trend is not of a cyclical nature, but has a structural background. A much smaller decline in the share of the micro-exporters exports value in Polish exports value, than that in the total number of exporters indicates a decreasing entry rate of the smallest exporters within the class of micro-exporters. This is an important point from a policy point of view. It confirms our statement that the propensity towards exports of enterprises which still produced exclusively for the domestic market has not been increasing.
During the sample period the most dynamic class of Polish exporters were the middle-sized exporters. Their share in Polish exports value as well as in the total number of exporters doubled. High dynamics of exports value and export entry rate characterized the small exporters (excluding micro-exporters) as well (Table 7 and 8).
The decrease in total exports value and number of exporters share of micro-exporters, riseof the small and the middle-sized exporters and increase of their exports propensity also indicates that the Polish exports sector entered a new phase of organizational change and development. Most firms producing goods for the domestic market did not show any interest in increasing exports. Since they did not try to export even a small quantity of goods, they did not include expansion into the foreign market in their development strategies. On the other hand, it suggests that, in the Polish economy, a specific segment emerged: i.e., a group of enterprises for which export development is an important element of firm expansion. It is possible that they took the role of major actors in the development of Polish exports. In other words, these new tendencies have lead to the emergence of two aspects of the Polish economy: one which deepens and widens international relations and uses foreign markets for expansion, and another which limits activity to domestic markets. Increasing liberalization of Polish trade implies that both of these aspects operate in increasingly competitive conditions and under the influence of foreign competitors. But the first part uses trade liberalization for expansion and development.
The organizational structure of Polish exports is beginning to resemble that of the OECD countries. In 1997, the share of the middle-sized and the small direct and indirect exporters in Polish exports value was 37.5%. In 1996, the share of the small and the middle-sized (employing over 499 persons) producers in Polish exports of manufactured goods was 32%.
This figure was 35% among the Asian countries. Within OECD countries, 26% of direct exports were provided by SMEs (but 45% for Italy and 12.9% for Japan) (Acs, 1997, p.12; Reynolds, 1997) . Hence, in Poland, as in OECD countries about two-thirds of exports is provided by the large producers and exporters. But this does not mean that this segment of Polish exports is similar to the OECD countries.
This segment of the Polish export sector has some specific features. First of all, this segment is in the process of deep restructuring. A declining share of large exporters in Polish exports value was accompanied by their increased share in total exporters number. Within this class of exporters two sub-sectors emerged. One in which share in Polish exports has been decreasing.
Another -which by opening new plants and by the entry of de novo exporters -has increased exports share in Polish exports. The latter sub-sector also covers former middle-sized exporters in which growth of exports was the highest.
We lack data on the exports value of each of these two sub-sectors. Because of data accessibility, our class of large exporters is very differentiated. It covers exporters exporting goods of value from 6 to above 50 million dollars per year. If we select from this class, the sub-class of the 100 largest exporters, whose export value exceeds 25 million dollars per year, we see that the latter sub-group influenced a decline in the share of the large exporters class in Polish exports value. During 1994-95, the share of the large exporters in Polish exports value increased by 3% (from 62.2 to 65.2%), while the share of the 100 largest exporters decreased from 43.3% to 34.9%, i.e., by 8.4%. Besides the group of largest exporters, the share of the large exporters in Polish exports value has increased. Our conclusion, which was drawn from the SAD statistics, is also confirmed by the F-01 data (Table 1) .
On the other hand, there was a surprisingly high entry rate of large exporters which exceeded the dynamics of their exports value. Their entry rate was higher than the average entry for all, but middle-sized, exporters classes by 80%. Determining impact of plants entry on entry rate of the large exporters class confirms that deep organizational changes took place within these exporters.
During the sample period, entry rate into the export market exceeded the dynamics of Polish exports value for all, but the micro-exporters class resulting in a 3.1% per year decrease in export value per exporter during the sample period and implying decreasing potential for using scale of exports as a way of improving efficiency. This confirms our hypothesis that even though dynamics of entry into exporting is decreasing, plants entries play an important role in Polish export development. But, contrary to exporters from the OECD countries, in Poland only few, if any, large exporters are able to use scale of exports to improve efficiency.
The above remarks indicate that the organizational part of the Polish export sector, especially the part which covers the large exporters, is still undergoing a process of serious restructuring. This raises questions about the nature of these changes. Of special interest to us is the class of large exporters and its role in export performance. Although large exporters' share in Polish export value has decreased, their influence on export performance remains quite large. During the sample period, over 56% of export increment was provided by large exporters. So we are interested in the relationship between concentration and export performance, as well as a role of entry in this process. Even though rate of entry into exporting has decreased, it does not mean that role of entry in export performance has also decreased.
A cross classification of concentration and export performance
A relationship between concentration and trade performance will be analysed first by grouping sections according to the level of concentration in the initial year of the sample period. The results are shown in Table 9 .
The indicators are expressed in terms of the unweighted average for the whole sample period.
A clear picture of correlation between the initial concentration and export growth emerged.
The higher the level of concentration, the lower the export dynamics. The average rate of growth for fragmented sections was 2.5 times higher than for the most concentrated sections.
The best export performance was associated with the lowest concentration or export fragmentation.
The above picture indicates that the initial (1992) concentration did not serve and did not stimulate Polish exports growth. There are two possible explanations of the character of these relationships: either the large Polish exporters were less effective than other groups of exporters or they operated in the sections in which Poland has been losing comparative advantage. We lack information on the effectiveness of large exporters as compared to other classes of exporters. In the next section we will turn to the second issue.
If high concentration were accompanied by low export performance, the following question arises: Is the deconcentration correlated with the increase in the export dynamics? Table 10 shows that there was no full regularity in the exports dynamic indicators and changes in export concentration. Therefore, no clear picture emerged. Large increases in concentration were correlated with the largest export growth, while large falls were correlated with the smallest export dynamics. But, in the sections where exports concentration did not change, the dynamics of exports growth was higher than in the sections with the large and small fall in the concentration ratio. This suggests that increasing concentration was helpful and the more that concentration falls, the worse export performance becomes. But (if we compare Table 9 with 10), it seems possible that increasing concentration is helpful in the fragmented, but not in the highly concentrated, sections.
We tried to compare the initial level of concentration scale and direction of concentration change with export performance. No clear picture emerged from this comparison. In the highly concentrated sections, level of concentration did not change and export dynamics was very small. Among sections with medium levels of concentration, changes in concentration produced widely varying results. There were sections with high and low falls in concentration ratio and there was no relationship between these changes and export dynamics. In fragmented groups there were sections with large rises as well as large and small falls of concentration.
On the evidence so far presented, there are no clear and consistent relationships between level and change in export concentration on the one hand, and Polish export performance on the other. The above confirms that the Polish foreign trade sector, especially its concentrated part, is still under the process of serious transformation.
Export performance versus entry and concentration
During the sample period, export dynamics was quite high, but very uneven, in time. After an exports surge in 1994-95, when exports increased by 33.1% (in dollars value), export dynamics decreased to 4.7% in 1997 (Table 7) . If, during the sample period, the average dynamics of Polish exports was 14.1%, it ranged from 0.1% (vegetable products) to 35.3%
(pulp of wood, paper, paperboard and articles thereof). If the standard deviation for total Polish exports was 30% in the case of live animals and animal products, it was 13% for prepared foodstuffs -over 84%.
During the sample period, the Polish foreign trade regime was fairly liberalized, export support was very weak and there were no serious attempts to distort foreign trade. It is reasonable to assume that the dynamics of exports reflects changes in the comparative advantage of the Polish economy. The most dynamic exports growth characterized sections which gained comparative advantage. In sections which lost comparative advantage, the rate of exports growth was the lowest. Since the dynamics of exports growth was very uneven among sections and in time, we will use two criteria to classify sections by exports performance: average dynamic of sections exports growth in the sample period and changes in share of sections in Polish exports. We select three groups of sections: dynamic, static and declining (Tables 13 and 14) . The dynamic group covers eight sections, static group covers five sections, while the declining group covers six sections.
We intend to evaluate impact of entry and impact of the large exporters activity on export growth of these three groups of sections. We intend to ascertain whether the large exporters adjusted to changes in comparative advantage, if they operated or shifted to the dynamic sections and to identify their methods of adjustment.
We also assume that export growth is the sum of export increase in incumbent exporters and increments of exports as a result of entry (exports by de novo exporters). This implies that to evaluate impact of entry on export growth we will use three variables: increase in net entry, value of exports per exporter at the beginning of the sample period (1992) and growth of exports in incumbent exporters.
Group of dynamic sections
As the term group of dynamic sections indicates, this group covers the most dynamic sections of Polish exports, i.e., fats and oils; prepared foodstuffs; plastics and articles thereof; pulp of wood, paper, paperboard and articles thereof; textiles and textile article; footwear; headgear and similar articles; machinery and mechanical appliances; electrical and electrotechnical equipment; miscellaneous manufactured articles.
The group is characterized by:
• a very high dynamic of export growth. The index of export value growth of this group was two times higher than the static group and six times higher than the declining group (Table 11) . Over 60% share of increase of the group exports in increase of total Polish exports implies that share of the group in Polish exports increased considerably, from 28.3% in 1992 to 43.9% in 1997 (Table 13 ).
• a strong 'pull' of exporters (Table 14 ). This group absorbed over 55% increment in exporters number (plants and de novo). Increment in exporters number of the group was over two times larger than in the declining group and 2.7 times larger than in the static group. High entry rate characterizes all exporters classes as well as incumbent exporters and entrants.
• a major source of high export dynamics of the group were increase in exports value by both incumbent exporters and entry by de novo. The group of the dynamic sections was very attractive for incumbent exporters and entrants as well. This was the only group in which dynamics of export value exceeded dynamics of exporters number (entry rate).
During the sample period index of exports growth was by 55% higher than index of growth of the exporters number. The above did not concern the large exporters. In two sections (fats and oils; and prepared foodstuffs) there was net exit of the micro exporters. In section fats and oils, net exit of the micro-exporters was accompanied by an increase in concentration, • relatively (as compared to other groups) high fragmentation of organizational structure which did not change during the sample period. As compared to other groups, share of the large exporters in exports value of the dynamic group was quite low, while of the small exporters it was quite high (Table 15 ). In 1997, over half of the group exports was delivered by the large exporters, one-quarter by the small exporters, while one-fifth was delivered by the middle-sized exporters. The institutional structure of five sections of the group was fragmented and was only concentrated in three sections (share of the large exporters exceeded 68%). In most sections, share of the large exporters in export value declined slightly or remained unchanged. The most dynamic class of the dynamic group of sections was the middle-sized exporters. Their share in this group exports increased by over 60% and their share reached 20% in 1997.
Although the share of the large exporters exports in exports of the dynamic group was relatively (compared to the declining and static groups) low, export growth of this class influenced export dynamics of the group very much. Over 55% of this groups exports increment was the result of the large exporters exports increment.
Institutional changes within the class of the large exporters operating in the dynamic sections were different from that of other classes. The large exporters were the only class of the dynamic group in which entry rate exceeded growth of exports value. This indicates a high level of attractiveness of these sections for the large exporters entrants but also indicates difficulties of some incumbent large exporters operating in this group of sections to stimulate exports growth. This especially concerns the large exporters selling footwear, headgear and similar articles and of machinery and mechanical appliances, electrical and electrotechnical equipment on foreign market. Their exports dynamics was much lower than their entry rate.
But possibly some incumbent exporters operating in the dynamics sections opened new plants exporting new goods of dynamic sections and in this way they try to differentiate their exports structure.
Summing up, this group of sections is characterized by relatively small organizational changes. It resulted from the fact that in the most sections, exports growth was effects of export expansion of both new entrants and incumbent exporters. Entries were very important source of exports dynamic of the large exporters. Within this class of exporters there were incumbent exporters which managed to stimulate exports through opening new plants, there were new large entrants (possibly from the group of the middle-sized exporters) but also such incumbent exporters which exports growth has been decreasing. This indicates that intensive differentiation took place within the class of large exporter exporting goods of dynamic sections. It covers the increasing share of the large exporting entrants and decreasing share of some incumbent exporters.
Group of static sections
The term static group indicates stabilization of the group's exports share in Polish exports in the medium run and an intermediary position between dynamic and declining groups of sections as far as dynamics of exports is concermed. This is the smallest group of sections in respect of sections number, exporters number and exports value (Table 13 and 14) . It covers five sections: products of the chemical industry, articles of stone, ceramic products, glass, precious stones and metal articles thereof, transport equipment and optical, measuring and checking instruments. In 1992-97 this group's share in Polish exports was about 20%.
The group was characterized by • average dynamics of growth of exports value and exporters number (Table 11) . It results in stabilization of the share of the group in total exporters number and exports value. The share of increment of exports value of the group in increment of Polish exports amounted for about 20%.
• Three sections were concentrated while two fragmented. Three concentrated sections of the group have a very strong impact on the group exports growth (Table 16 ). 90%
share of concentrated sections exports in the static group exports implies that the exports dynamic of the group was determined by the large exporters export performance. During the sample period they provided over two-thirds of exports increment of the static group exports. The large exporters as well as the microexporters were the least dynamic class of exporters within this group. Their export growth was two times lower than middle-sized exporters and much lower than exports dynamics of the large exporters operating in the dynamic sections.
• Static sections were quite attractive for de novo and plants exporters. Entry rate into this group of sections was similar to that of the dynamic group (Table 12) . A higher entry rate into this group of sections than their exports growth implies that there were serious organizational changes within the group during the sample period.
In all, but the micro, exporters classes exports value growth was lower than entry rate. The largest differences in this respect were in case of the large exporters class. Their index of exports growth was by 80% lower than their entry rate. This indicates that entry plays an important, if not decisive role in exports development of the large exporters class and serious organizational changes took place within this class.
From the point of view of organizational change, we can select two subgroups of static sections. In the first subgroup, there were almost no organizational changes. Incumbent exporters exports growth was the major source of exports in transport equipment sections until 1996. In this concentrated section (share of large exporters in export value exceeded 82%), exports dynamic was the result of the export activity of large incumbent exporters. The new changes took place after 1996. On the one hand, there was a serious increase in entry rate to exporting of the large exporters class, and on the other hand, export dynamics of incumbent exporters decreased considerably. This shows that, since 1996, the impact of entry on export of transport equipment has been increasing in this section.
Radical organizational restructuring took place in exports of products of the chemical industry, optical, photographical, measuring instruments, mineral products and precious stones and metals articles thereof. Entries, especially within the large exporters class, have had a decisive impact on export growth. A high rate of entry exceeded growth of their export value. This indicates the decreasing share of traditional exporters in exports growth.
Summing up, the static group of sections was characterized by more intense institutional change that the dynamic group. In most sections (and after 1996 in all sections) of the group model "restructuring by entry" dominated. It was accompanied by a decrease in the impact of some traditional exporters on exports performance of this group.
Group of declining sections
This group covers six sections which were characterized by both low entry rate and low growth of exports value. The share of the group in Polish exports decreased from 52% to 36.4% (Table 13) , while in exporters number from 32.3% in 1992 to 29.3% in 1997 (table   14) . So this was a non-attractive group of sections for entry. Entry rate into this group was 40% lower than entry rate into the dynamic and the static groups. But on the other hand, during the sample period, about one-quarter of new entry to Polish foreign trade was located in the declining group. This means that there are still enterprises which have been opening plants for exporting.
Only two sections (mineral products and base metals and articles thereof) of the group were concentrated, while four were fragmented. But since the export share of the two concentrated sections in the group exports exceeded 60%, changes in their exports dynamics and entry rate influenced exports performance of the group very much.
The declining group of sections was the only group in which entry rate of all classes of exporters exceeded growth of exports value. Impact of new entries on export performance of the group was increasing and probably decisive. This resulted in a sharp decline -as compared to the other two groups -of export value per exporter and negatively influenced effectiveness of exports.
There was a serious organizational change within the large exporters class operating in the declining sections. It seems that most of the large incumbent exporters tended to exit from exports of many traditional goods. First, as compared to the static group, in the declining sections share of exports of large exporters (Table 17) in total exports of declining sections declined. In 1992, the large exporters provided 69.7% of the exports value of the group while in 1997 they provided 64.1%. Secondly, during the sample period, the large exporters provided about 45% of the exports increment of the group, i.e., much less than in the dynamic and static groups. The share of exports increment of this group of sections in the export increment of the total large exporters exports was merely 14.6%, i.e., four times smaller than this share for dynamic sections. Third, the large exporters entry rate was quite high, especially in comparison to the average entry rate of this group of sections and to the large exporters entry rate in the static sections. The large exporters entry rate in the declining sections was almost three times higher than the average entry rate into these sections. Low exports growth of the large exporters was accompanied by a two times higher entry rate. This indicates that the large exporters operating in declining sections and trying to exit from their traditional exports have been opening new plants, and exporting new types of products.
Through opening exporting plants large exporters of this group try to diversify their exports.
As a way of stopping the declining exports, they implement a strategy of product diversification. But since the decrease of traditional exports was larger than the increase of new introductions to exports goods, the share of these exporters in Polish exports declined.
Within the declining group we can select two types of organizational restructuring. First one, "through exit (decreasing traditional exports) and entry of plant (development of exports of new goods)" was a typical form of restructuring within the large exporters class. The second restructuring "through exit" concerned the micro-exporters class in two sections (animal products and vegetable products). 
The role of three groups of sections in exports performance
The most important group of sections for the large exporters were the dynamic sections.
During the sample period the exports increment of dynamic sections in the total increment of large exporters class was 37% higher than the other two sections put together. Dynamic sections absorb 55% of large exporters entry into exporting as well. In the results, the share of these sections in large exporters exports value increased from 23.8% in 1992 to 39.4% in 1997, while in large exporters number from 44.4 to 51%.
A much higher entry rate of the large exporters to dynamic sections than their exports dynamic suggests the major role of entry in large exporters exports performance of these sections. Changes in commodity structure of the large exporters exports which accompanied entry stimulated their exports development.
During the sample period the share of declining sections in the increment of exports of large exporters was the smallest. Only about 15% of the share of exports increment of the declining sections in the total increment of exports of large exporters indicates that this class is trying to exit from exports of goods. In 1992 more than half of the large exporters exports value originated from declining sections. Share of the group in the large exporters exports declined by 16.3%, i.e., from 53.7 to 37.4%. On the other hand, this group attracts 28% of new entries of the large exporters class, i.e., more than the static sections. In the results, the share of the large exporters number operating in declining sections in total large exporters number only slightly decreased. A much higher entry rate than exports growth indicates an effort by the large exporters to change the commodity structure of these exports.
On the one hand, the large exporters through entering dynamic sections stimulated Polish exports. On the other hand, they are trying to exit from declining sections and to restructure their commodity exports, mainly by stimulating new types of exports in plants. But still declining sections have a very strong impact on the large exporters exports performance, much stronger than the middle-sized exporters class. So, the share of these large exporters that are involved in exporting goods of declining sections in Polish exports has been declining, even though they have made substantial efforts to differentiate these exports.
The middle-sized exporters were the most dynamic class of Polish exporters. During the sample period their share in Polish exports increased. They concentrated on exports development of dynamic sections. The share of increment of exports of this group of sections in total exports increment of middle sized exporters was over 65%. In effect share of dynamic sections in exports of the middle-sized exporters increased from 32.7 to 53.1%. This was the highest increase among all classes of exporters. It is worth pointing out that in 1992 the share of the declining section in exports of middle-sized exporters (as for the large exporters) was quite large. But this class has managed to decreased this share much more than the large exporters.
On the one hand, dynamic and static groups of sections have the biggest impact on exports performance of all, excepting micro-exporters. On the other hand, the above three classes of exporters have tried to change the declining sections exports structure. The initialisation of exports of new products in their plants was the major source of export increment in the declining sections. But since the decrease in traditional exports in the declining sections was larger than the increment of exports in new products, these efforts did not improve exports performance of the major exporters of the declining sections.
Summing up, the differentiation of position of different classes in Polish exports was correlated with their ability and potential to adjust to changes in Polish comparative advantage. The position of some large exporters strongly involved in exporting of declining sections goods, which have been losing comparative advantage, has been deteriorating, even though they have made efforts to differentiate their exports. Some are trying to differentiate these exports by entering dynamic and static sections as well. Within the dynamic and static sections the position of some large exporters has deteriorated. On the other hand, a dynamic subclass of exporters has been emerging within the dynamic and static sections.
Conclusion
Until 1997 there were two stages in the organizational changes of the Polish external sector.
They differ in their characteristics, mechanism and impact on Polish exports performance. In the first stage, entry of new (de novo) exporters, especially the small ones, and the exit of many traditional ones, along with the deconcentration of the Polish foreign trade sector played a major role in Polish exports performance. During the second period, the role of new concentration increased, while entry by de novo exporters and the micro-exporters decreased.
Our analysis shows that during 1992-97 the process of radical organizational changes of the Polish foreign trade sector was continued. As compared to the first three years of transition, in the next five years there were some important changes in the characteristics of these processes.
Although, during the sample period, the entry rate into the export market decreased considerably, entry continued to play a very important role in Polish exports development. To understand the nature of organizational changes within the Polish external sector, especially the concentrated part and to select a major agent of the concentration, we explore the role of exporters classes, especially the large ones in exports performance of dynamic, static and declining sections as well as the role of these sections for different exporters classes exports growth. "Shift" of the large exporters activity between three groups of sections was included in the analyses.
Strong involvement of many large exporters in the declining sections exports at the start of transition influenced their declining share in Polish exports, even though they made efforts to diversify the structure of these exports. As it was found, the declining share of this group of sections in Polish exports was accompanied by the opening of new exporting entities by the large exporters. This indicates that some large exporters diversified their exports structure by opening new plants in the declining sections. There were also large traditional exporters operating in the declining sections and attempting to diversify their exports by starting exports of the dynamic sections goods. On the other hand, a subclass emerged within the large exporters class operating in the dynamic sections. Some of its members originated from the dynamic middle-sized class. Participating in expansion of the dynamic and static sections, this subgroup has been improving their position in Polish exports. Deep organizational changes are still taking place within the concentrated part of Polish exports.
Although the share of large exporters in Polish exports is similar to that of the OECD countries, this part of the Polish exports sector differs considerably from that of the OECD countries. If, in the OECD countries, an increasing share of some exporters in total exports is accompanied by the decreasing share of others, these changes are quite smooth when compared to changes in Polish external sector. The share of the largest Polish exporters has been continuously declining, while in the OECD countries it is quite stable. The process of emergence of new large exporters in Poland is much more dynamic than in the OECD countries. As result of strong differentiation of exports activity of the large exporters class, exports value per large exporters in Poland was not only much lower than in the OECD countries, but it was continuously decreasing as well. Last but not the least, the process of emergence of new large exporters is much more dynamic in Poland.
Our findings of organizational changes within the concentrated section of Polish exports has important policy implications. The policy which only supports the large exporters, supports development of the dynamic as well as declining sections of Polish exports. It neglects the development of the middle-sized exporters which are the most dynamic agents of organizational change in Polish exports and exports of dynamic sections, as well as small exporters. It totally neglects the decreasing rate of entry into exporting of the microexporters.
Another important finding of the paper from the policy point of view is the decreasing propensity to exports of most enterprises producing exclusively for the domestic market. It is important in the light of Polish integration with the European Union. This shows that a specific subsection has emerged within the Polish economy. It covers enterprises which have begun to be the only agent of exports development. To discover the reasons for this process would require analysis of the changes in competitiveness of the exporting and non-exporting sections of the Polish economy. 
Statistical Annex

